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With which is consolidated The RURAL ELECTRIC DEALER. Established 
1920. The only publication devoted exclusively to the electrification of 
towns and farms and reaching the power companies and electric dealers 
serving this rapidly developing rural market. 


ELECTRICITY ON THE FARM (exeept the ‘‘Dealer Section,’’ which is printed on tinted 
paper) has already been placed in the hands of upward of 100,000 farmers along the rural lines 
operated by more than 160 power companies. Hence the articles you find in this copy 
will be read, or have already been read, by many of the farmers in your territory who have 
central station service. You are therefore in a position to approach these farmers on the 
subjects with which they are familiar. Your way is paved for increased sales of electrified 
farm equipment. 
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| What Appliances for Summer? 


HE question has been asked: “What electrical appli- 
ances can be sold to the farmer in the early summer?” 


Well, this: depends largely on the farmer and the sales- 
man. There are plenty of seasonable articles on the market 
—ones which would be fully appreciated by the farmer 
and his family—but the farmer is a busy man at this time 
of the year and it’s going to take a little real sales effort 
to sell him. 


Here are a few electrical labor savers and comfort 
makers which are popular on the farm in summer: 
Refrigerator, range, fan, washing machine, iron or ironing 
machine, water heater, water system, dairy refrigerating 
equipment, dairy equipment sterilizers, chore motors for 
operating ensilage cutters, etc., farm shop equipment, clip- 
ping and shearing machines. To this list might be added 
a great number of articles which, while not seasonal, can 
be sold during the summer. 


Hence there are plenty of appliances which can be pushed 
at this season. You'll find it necessary, however, to bring 
your sales story to the farmer at work. He will have 
neither time nor inclination to come into your shop to see 
what you have. When he is right in the beginning of his 
busy season he will be glad to hear of appliances that will 
save time and labor, but you will have to time your sales 
visits to fit his convenience. 
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Opportunities 
for Wide- Awake Dealers 


GENCO Light Plants 
HANOVER Water Systems 
Model No. 600 


If you want to increase your business and make more money, we can 
help you. Other dealers all over the country are making large profits 
with GENCO electric plants and HANOVER water systems. You can, 
too! They are modern, efficient and reliable. The prices are right. 
Commissions liberal. Full cooperation with our dealers. New and 
complete line of shallow and deep well water systems and electric plants 
from 600 to 3,000 watt capacity. 


What Others Have Done! 


One new and inexperienced Dealer at Walton, 
N. Y., sold 19 plants in 21 days, over $1400 profits 
on plants alone. A new District Manager, Mr. 
A. L. Hitner, sold 34 plants in 31 days through 4 
dealers in one county. 
Do You Want Details on Our Sales 
Proposition for Dealers and Managers? 


Hanover Engineering Co. 
Hanover, Penn. 




















Build a Big 
Farm-Light 
Business on this 
Exclusive 
Principle 


With the Sunbeam, you can go to your 
farm-light prospect and say: ‘‘Here are Small batteries carry loads 








two big savings that only the Sunbeam up to 200 watts—plant starts 
exclusive and revolutionary principle can automatically on heavier 


bring you.” loads. | 
Besides economy you have dependability, safety, simplicity and 


trouble-free operation to sell him. 
Write today for our unusually profitable franchise offer—a real 
foundation for a successful business. 


UNBEZ 


Starts, Oils, Regulates and Stops Itself 
SUNBEAM ELECTRIC MANUFACTURING CO., 


Evansville, Indiana 
Mfrs. of Railroad Lighting Equipment Since 1883 
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Manufactured by 


Western Cable and Light Co., Baldwin, Wis. 
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With a real record 
of 25 years’ success 
on all types of plants 


For more than a quarter century Uni- 
versal ‘“‘Nu-Seals,” through their satis- 
factory service, constant improvements 
and sturdy reliability, have earned a 
high place among the very finest batter- 
ies made. 


They fit all sizes of farm-light plants 
as replacements and are standard fac- 
tory equipment on many makes. 


Carrying a good profit, selling at a 
= which meets any competition, 

acked by a well-known, reliable con- 
cern, these batteries are a paying prop- 
osition for anyone who lives in a 
farming community where light plants 
are common. 


You will find our agents’ proposition 
an unusually attractive one, offering 
real opportunities for profit and requir- 
ing a minimum investment. No stock 
to carry except a sample cell. Fill out 
the coupon and get full information 
without the slightest obligation. 








UNIVERSAL BATTERY COMPANY 
3414 South La Salle Street . Chicago, Illinois 
Batteries for every Purse and Purpose 
AUTOMOBILE - RADIO - FARM-LIGHT 
Parts for all makes of Batteries 
SHOP EQUIPMENT 





UNIVERSAL BATTERY CO. 


3414 S. La Salle St., Chicago, Ill. 
You may send me full details of your 
dealer plan. This obligates me in no 


way. 
| TE Eee nee oe P 
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Water Heaters on the Farm 


They follow the Electric Range 
By C. F. Moreranp 


HE popularity of electricity 

on the farm is growing daily. 

There are many reasons for 
the rural homes approval of this 
great enemy of drudgery—“ELEC- 
TRICITY.” 

The magazines are filled with 
pictures and descriptions of all 
types of electric appliances for 
use in the modern homes. The 
farmer boys are becoming ac- 
quainted with power machines, the 
girls are learning in the schools 
and colleges of electricity’s won- 
derful contribution to home life, 
not only in relieving more arduous 
tasks but in beautifying the home, 
in the preparation of the meals 
and many other ways. Familiarity 
with these appliances is becoming 
quite general. The young folks 
bring the knowledge back to the 
farm home, and not only find the 
parents also informed, but willing 
to cooperate with them in the 
making of the farm work an easier 
task, the home a more livable 
place, thereby creating a desire 
for the young people to stay on 
the farm instead of roaming to the 
city to seek more modern living 
conditions. 


Where to Start Selling 


Many of our central stations 
are installing rural test lines, and 
during these early experimental 
stages the farmers are well sold 
on reducing farm drudgery. There 
is no better place to start a sell- 
ing campaign than in the kitchen 
and the dairy room, as the clean- 
ing of pots and pans is a laborous 
job. The soot, grime, and attend- 
ant discomforts of the farm 
kitchen and dairy room, particu- 
larly in the surmmer months, has 
made the electric range and water 
heater welcome conveniences. For 








years the farmers have appreci- 
ated the advantages of the electric 
range, but there was, and always 
will be a question of hot water, 
and how to obtain it. The farmer 
was afraid of the cost of operat- 
ing electric water heaters, and the 
central station men were skep- 
tical of the effects of water heat- 
ers on their lines and generating 
equipment. 

With a view to securing the 
facts the electric water heater was 





Two Types of Water Heaters 


not spared any of the trials and 
tribulations through which its big 
brother, the electric range, had to 
pass. Numerous tests were carried 
on to eliminate the difficulties and 
to adapt water heaters to practical 
farm use, with the results that 
now the central stations are no 
longer skeptical of its disturbing 
influence on their system, and are 
satisfied that on the other hand, it 
is a great contribution to the 
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building, a larger consumption, 
and above all that, the water 
heater is one of the best good will 
builders that can be placed in serv- 
ice on the farm. Central stations 
who supply small towns and rural 
communities necessarily must de- 
pend upon the domestic outlet for 
their load as manufacturing plants, 
with the exception of frequent 
grain elevators, mill or canneries 
are few and far between. 

A close study of family usage 
of hot water has demonstrated 
that the water heater could be ap- 
plied to the central station lines in 
many ways without adding this 
load to the peak load required by 
the use of other appliances. Hav- 





Electric Range with Automatic 
ectric Timer 


ing established this fact, many 
central stations have taken steps 
to give to their rural customers 
a rate which could be applied to 
water heating only or a better rate 
for all consumption of electricity. 
Appreciating that in the final 
analysis an adequate rate, fair to 
the consumer, and fair to the 
power company, would be the 
means of their securing this type 
of business. These rates vary 
from 1%¢ to 3¢ per kilowatt 
hour, as applied to the current 


used by water heaters, because 
lights and other appliances. use 
their current on higher steps in 
the rate schedule. 

With the advent of electricity 
for the farm and the application 
of its many uses, the farmers 
naturally turn to the dealer for 
assistance in securing these ad- 
vantages. Many central stations 
will run their lines to the farm, 
leaving the further wiring for the 
dealer to take care of. The dealer 
naturally is looking for the wiring 
business as well as the selling of 
such appliances as he handles. 


What Dealer Must Consider 


The dealer today should con- 
sider the farm house in the same 
category as the city home, and 
particular attention should be 
given to the proper distribution 
and number of outlets. The time 
has passed when the farmer wife 
is contented with using the old type 
fixtures. She is as insistent upon 
lighting effects and convenience 
outlets as her city sister. The 
same care should be given in the 
study of proper wiring to this 
type of home as is given to the 
study of any city home. The in- 
stallation of the range naturally 
calls for additional wiring, and it 
is not necessary for the electric 
dealer to call on the plumber in 
order to install a water heater 
system, as the manufacturers have 
been so careful in their study of 
the customers’ requirements and in 
the furnishing of instructions for 
proper installation of water heat- 
ers that any dealer can satisfac- 
torily install them by following 
these instructions. 

Sales helps are offered to deal- 
ers by the manufacturers, and 
while it is true that it may take 
a little more time and effort to 
secure farm wiring, and_ install 
these jobs, than those jobs which 
are nearer to your door, the very 
fact of the farm isolation should 
contribute to your being able to 
secure a more complete and profit- 
able job at that point than you 
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could in town, and when a job is 


finished there is always a potential © 


possibility of further sales in the 
way of other appliances and farm 
equipment. With this in view the 
dealer naturally will be careful in 
his selection of the make of 
ranges, water heaters, appliances, 
etc., that are ifiitially installed on 
the job, as these are the means of 
making friends of the farm people 
to such an extent that they will 
call upon him for their further 
needs, and advertise widely 
throughout the community. 


Water Heater Data 

It might be interesting to give 
a simple table, which can be ‘used 
in the sale of water heaters in 
the selection of the size of water 
heaters and in estimating the cost 
of hot water. Ordinarily speaking 
one kilowatt hour will heat, in well 
installed equipment, approximately 
3% gallons of water to 150°F 
and deliver it to the faucets with 
but small loss in heat. The cost 
of operation can be figured as first 
cost. 

Gals. hot water per month * ¢ per K.W.H. 
3.25 in 
Cost per month. 

This is mixed with cold water 
in desired amounts to give correct 
temperature for operation being 
performed. 


Estimated Monthly Consumption 
for Farms and Rural Homes 


2 in family—184 kw. hours in- 


termittent. 

3 in family—300 kw. hours in- 
‘ermittent. 

5 in family—450 kw. hours in- 
termittent. 


6 in family—550 kw. hours in- 
termittent. 


How Fast Is Hot Water Available 
at Faucets 

1 kw. unit delivers 3.25 gals. 
per hr. at 150°F. tank temp. 

2 kw. unit delivers 6.5 gals. per 
hr. at 150°F. tank temp. 

3 kw. unit delivers 10.0 gals. 
per hr. at 150°F. tank temp. 

5 kw. unit delivers 16.25 gals. 
per hr. at 150°F. tank temp. 


As mentioned above, one of the 
chief difficulties which our central 
station friends had in determining 
an adequate rate was the problem 
of satisfactorily arranging a step 
rate which would take care of this 
type of load. The development of a 
device which would hold the water 
heating load from piling up on the 
other peaks materially assisted 
them in solving this probiem. 
These devices, known as “peak” 
or “load limiting” switches, allow 
the hot water to be heated con- 
tinuously except when the range 
or some other heavy load is 
thrown on the line. This prevents 
an unreasonable demand on the 
central station line, and allows 
them to give practical rates. The 
larger tanks with smaller heating 
units in continuous use fills the 
family usage of hot water requvire- 
ments without high demand. There 
are also available time switches, 
which will allow the water heater 
to be in operation certain hours 
only. Thus the central station 
may select for operation of heat- 
ers certain hours when there is 
small likelihood of any other 
heavy demand being made on the 
distribution and generating equip- 
ment. Necessarily this type of 
water heating, with the time 
switch, must include a tank large 
enough to hold the hot water re- 
quirements throughout those periods 
when the heater cannot be used. 

Most central stations are in a 
position to give the dealer com- 
plete information with regard to 
the securing of the farm load, and 
will be more than pleased to assist 
the dealer in the securing of this 
type of business. 


Wagner Opens New Office 


The Wagner Electric Corpo- 
ration of St. Louis announces 
the opening of a new branch 
sales office located at 475 West 
Peachtree St., N. E., Atlanta, 
Ga. The new office will be in 
charge of Mr. Roy F. Druschky, 
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Bob’s Page 


Devoted to Merchandising of Electrical 
Equipment in Rural Communities 
Conducted by Robt. J. Fulton 





Increase Sales by Better Selling 


O sell successfully this day 
and age, every store must 
meet 4 qualifications : 

1. Find out what people use or 
want. 

2. Buy it at a fair price. 

3. Advertise it. 

4. Know how to get the value 
out of the merchandise into the 
minds of its customers. 

By advertising we can build con- 
fidence, store personality and at- 
tract people into our _ stores. 
What we do with them after we 
attract them into our store de- 
pends on store arrangements and 
floor salesmanship. It costs money 
to get a customer into the average 
store. 

The right kind of selling, the 
only kind that counts, means sell- 
ing goods that won't come back 
to customers who will. Its plain 
that there are only two ways we 
can increase sales in the Electri- 
cal Appliance business and they 
are: 

1. Sell more ctstomers. 

2. Sell each customer more. 

How are we going to make pea- 
ple want radio, electric refriger- 
ators, irons, toasters, percolators, 
washing machines, pump jacks, 
milking machines and the host of 


other things being sold today. 
The folks that have electricity to- 
day are only putting to use 10% 
of the many ways it can be used. 
Do you keep a list of all the pos- 
sible prospective customers for 
your merchandise that live in your 
vicinity? You can mail them 
folders monthly telling them about 
some item you sell? Why not 
have the girl in your office, or 
your wife, phone them monthly, 
telling them about some special 
item? It is only by creating a de- 
sire in the minds of our customers 
to possess that which we have that 
makes real selling, and the greater 
we create the desire to possess it 
the less “price” enters into it. 
Quality is remembered a long time 
after price is forgotten. 

Why not tie up with your local 
Electric light office in their sell- 
ing schedule which is being fol- 
lowed by the Power Companies all 
over the United States? Here is 
the schedule of what they will 
feature each month and make a: 
drive on. By featuring the same 
merchandise each month that they 
do, you get the benefit of their ad- 
vertising, thereby breaking down 
sales resistance. 








3. Advertise it. 








1. Find out what people use or want. 
2. Buy it at.a fair price. 


4. Know how to get the value out of the 
merchandise into the minds of its customers. 
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Milker Lowers Bacteria 
Count 


By S. P. SHERMAN 


LEANER milk can be pro- 

duced by milking machines 
(where properly sterilized) than 
by hand milking, due to the fact 
that the milk drawn from the cow 
by the machine passes through 
sanitary tubes and does not be- 
come contaminated by the bacteria 
laden dust that is _ continually 
circulating through the air. 

It is of the greatest importance 
in selling and installing a me- 
chanical milker to a farmer or 
dairyman, that he be given explicit 
instructions as to the cleaning and 

















The Heart of the Milker—the 
Valve Chamber. 
care of the machine: Each manu- 


facturer furnishes the printed in- 
structions and the dealer who sells 
the milker should see to it that 
these instructions are followed to 
the letter. 


A Short Job 


The cleaning job is a short one 
if taken care of after each milking 
as recommended. 

This article will explain the sys- 
tem of cleaning and sterilizing the 
Simple Valve Chamber type of 
machine. 

Under ordinary 
the usual practice is: Immediately 
after the milker unit has been 
taken off the last cow to be milked 


farm conditions 
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with this unit, put the cups in a 
pail of clean, cold water, taking 
intermittent strokes of water and 
air. This is done by letting the 
machine run while flushing; thus 
the clean, cold water is flushed 
through every part that the milk 
comes in contact with; namely, 
cups, hose and valve chamber. 
Wash all grease or dirt from out- 
side of hose. 


Sterilizing 


Then immerse tubes and cups in 
a hypochlorite solution ieaving 
these parts in the solution at all 
times, once a week in winter, and 
once every three days in summer, 
the parts are disconnected and 
placed in a dishpan filled with luke 
warm water and dairy powder to 
cut the butter fat. Brushes are 
used for washing these parts. At 
a picnic of users of this type of 
milker held last year, a contest 
was put on and a prize offered to 
the farm weman who could take 
a complete single unit apart, thor- 
oughly wash it and reassemble it 
ready for milking. The fastest 
time was three minutes and the 
longest time five minutes. 


Washing 


In the production of certified 
milk, the usual method is to flush 
with cold water, then hot water 
with a dairy powder, then with 
lukewarm water and a hypochlor- 
ite, washing all parts thoroughly 
after each milking with either 
steam or hot water and dairy 
powder. 


Instructions 


The manufacturer furnishes 
printed instructions taken from the 
findings of various experiment sta- 
tions and State Colleges. The 
dealer will do his part by seeing 
that the instructions come with the 
machine and that the farmer or 
dairyman both reads and wunder- 
stands what he reads. 

This will make a satisfied cus- 
tomer who will produce clean milk 
and be a booster for the Valve 
Chamber Milker. 
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Teaching the Rural 
Service Man 
By R. A. MERRILL 


Short Course Held 
at University of 
Wisconsin, Shows 


Field Men What 
They Are Expected 
to Do. 


66 LECTRICITY can and 
will do more to raise 
the standards of living on 

the farm than any other single 

agency, and anything which will 
raise . those standards demands 
and has the interest of our state 
colleges of agriculture,” said Dean 

H. L. Russell of the College of 

Agriculture, University of Wis- 

consin, in the opening address of 

the short course in farm electri- 
fication held at Madison, February 

14 to 16. This course, designed 

particularly for the electric service 

man who is helping the farmers 
of Wisconsin make use of electric 
energy for their farm operations, 
was the first of its kind to be held 
in Wisconsin and the third of its 
kind in the United States, the first 
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being held at Purdue University in 
1926 and the second in Oregon, 
the same year. 

The course continued morning 
and afternoon for three full days 
and seventy men and women, the 


service representatives of prac- 
tically every electric utility in 
Wisconsin, were in attendance. In 
addition to this number were fac- 
tory representatives and electric 
dealers, including one individual 
home plant dealer. Classes from 
the University attended the lectures 
as often as their schedules per- 
mitted, so that the “class room” 
held nearly one hundred fifty 
“students” during many of the dis- 
cussions. G. V. Rork, Chairman 
of the Wisconsin Utilities Associa- 
tion Committee on Rural Electri- 
fication presided. 

“This course represents an in- 
novation by the University of 
Wisconsin, dealing as it does with 
a problem of immense interest to 
the entire state and the beauty of 
it is that farm electricity can enter 
the farm home as well as_ the 
barns,” continued Dean Russell. 
The Dean pointed enthusiastically 
to the part which electricity can 
play in removing the inequalities 











Rural Electrification Class at the University of Wisconsin Short Course 
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between urban and rural standards. 

No course such as this would 
have been complete had Mr. G. C. 
Neff of the Wisconsin Power and 
Light Company been absent. Mr. 
Neff’s talk was straight from the 
shoulder and aimed to enthuse 
those present to obtain a better 
understanding of their position, to 
learn their, part in the co-operative 
advancement of this big utility 
field. “There are two big open- 
ings for the wide awake service 
man,” said Mr. Neff, “one to in- 
crease the economical use on the 
part of the old customers; the 
other, the connection of new cus- 
tomers on existing lines and the 
development of new areas.” 

Professor Duffee, Agricultural 
Engineering Department, Uni- 
versity of Wisconsin, who, with 
Mr. W. R. Krueger, organized and 
carried this course to its success, 
expressed his gratitude and pleas- 
ure at the large attendance and 
felt greatly encouraged for the 
future. Practically all of the ex- 
perimental work done in Wiscon- 
sin has been conducted under 
Professor Duffee’s supervision and 
the report of this work is now 
considered as an authority. “It is 
the duty of the service man to 
caution the farmer to study his 
needs carefully in order to make 
the correct installation at the be- 
ginning,” advised Prof. Duffee. 
“One particular application may 
not reduce his labor, but a combin- 
ation of two or three will.” 

Thus the schedule continued. It 
was the unanimous opinion that 
this course should be given annu- 
ally, augmented, perhaps, with a 
one or two day session in the fall, 
to afford a better opportunity for 
demonstration of heavier duty ma- 
chines, such as silo filling, shred- 
ding and threshing, etc. “The 
large attendance and the enthusi- 
asm developed is all the encourage- 
ment we need to make this course 
an annual affair,” said Prof. 
Duffee. One expert followed an- 
other until, in the author’s opinion, 
the climax was reached when Mrs. 
R. R. Runke of Ruthaven Farm, 
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Wausau, spoke with undisguised 
pride of her electrified farm home. 
“The returns from a farm cannot 
be measured in dollars because no 
one can value that certain satisfac- 
tion of living,” said Mrs. Runke. 
This happy littlke woman then 
proudly displayed a photograph of 
a group of five hundred women 
who met at her home to study the 
farm home problems. 


Perkins Invents New 
Battery 


Patent has recently been ap- 
plied for by Fred. C. Perkins, 
battery chemist and engineer of 
the Fred. C. Perkins & Company 
of York, Pa., on an invention 
which, if successful, will, it is 
said, change the design of batteries 
intended for low discharge pur- 
poses. The chief object of such 
a battery is for use in connection 
with farm lighting plants and on 
which Mr. Perkins has been ex- 
perimenting for some time past. 

Mr. Perkins’ invention is in- 
tended to produce a battery which 
will not “rot out,” and thereby 
prolong the life of the battery. 
It is felt that by so doing, the 
field for the “moderate rate dis- 
charge” battery will be greatly 
broadened. 

The design of this new battery, 
it is said, will apply likewise to 
the radio A battery, railway sig- 
nal, fire alarm and train lighting 
batteries. 

Mr. Perkins is a graduate of 
Cornell and has followed the 
lighting plant business continuously 
for 15 years, being district man- 
ager and factory representative 
for various companies in the farm 
light plant business. 


Tork Clocks Windless 


Tor. Clocks, Inc., New York, 
have placed on the market a line 
of electrically operated clock that 
can be furnished for any voltage, 
either AC or DC, and have a 


reserve of 24 hours to take care 
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They are guaranteed for unusual 
timekeeping accuracy under all 
ordinary temperature conditions. 


The cost of operation is less than a 
cent a year. 


New Low-Priced Clipper 


The Chicago Flexible Shaft Com- 
pany of 5524 West Roosevelt Road, 
Chicago, have just placed on the 
market a new electrically operated 
clipping machine for dairies and 
farms. 

Where there is electric current 
and considerable clipping to do, this 
clipping machine, which is known 
as the “Stewart” Electric Clipper, 
does the work quickly and well. It 
has ample power provided by a %4 
H.P. motor and furnished with a 


flexible shaft, chain and_ special 
clipping head. By means of a 
newly patented speed changing 


device, the machine operates at the 
proper speed for both clipping and 
shearing. Clipping or shearing at- 
tachment is affixed by simply 
re versing the cog driven universal 
joint and snapping the desired 
attachment on the joint. The 
machine complete sells for $47.50. 


Westinghouse Stand-by 
Plant 


The Westinghouse Electric and 
Manufacturing Company has de- 
veloped a small, complete, self con- 
tained generating unit for 110 volt 
service. This unit is designed for 
stand-by service in places where 
emergency lighting is necessary in 
case of failure of the regular 
source of power. 

This plant has a capacity of 2 
kw. and is fully automatic in both 
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Starting and stopping. The cen- 
erator is driven by a one cylinder 
air cooled gasoline engine of rugged 
construction. 


“Majestic” Markets 
New Sets 


The Grigsby-Grunow Hinds com- 
pany is about to market a line of 
radio receiving sets and has closed 
contracts for between 300,000 and 
350,000 sets, according to B. J. 
Grigsby, president of the company 
This is taken to indicate that 1928 
will be a very profitable year for 
the company. For 1927 the com- 
pany reported a net income of 
$553,358 after all charges, equal to 
$8.01 a share on the stock. 





Used Equipment 
For Sale 


1. Matthews 6 KW 110 V Full Auto- 

matic Light and Power Plant, complete 

with switchboard without batteries; re 

built. 

TRANTER MANUFACTURING CO. 
105 Water Street, 

May Pittsburgh, Pa 








Special Sale 
32 Volt Holtzer Cabot Motors 


\% HP—1750 R.P.M 32V—$8.00 Each 
% HP—1750 R.P.M —10.00 Each 
1, HP—1750 R.P.M —12.00 Each 
SAMUEL FELDMAN, INC. 
110 West 18th St., 
New York City 

May 











for Farm Light 





Highest type replacement battery ee 


for past 12 years 
of best 





furnished as standard 
farm light plants. 
good dealer profit. 








Hard plates give tee 
Write today for al facts. 


VICTOR STORAGE BATTERY CO. 
Rock Island, III. 


life; price assures 
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~ Blue Ribbon > 
Electric Milker 





A Portable Milker Requir- 
ing No Installation 
The only milker on the Ameri- 
can market that is a complete 
unit in itself. It operates from 
high line or farm light plant. 
You need this milker as an 
oo to your present a 


rite us at once as we have a 
Mttractive dealers’ proposition for you. 


Electric Products Corporation 
3737 Belmont Avenue, 
Chicago, Ill. 






















1-% K.W. $395 
Power Pulley Furnished 


Most Complete Line 


y 


The completeness of the “‘U. S.’’ Line 
will enable you to meet every rural and 
commercial lighting plant need. The 
extremely low prices backed by our rigid 
guarantee will enable you to clinch 
every sale. More sales, together with 
an unusually liberal discount, means 
bigger net profits for you 

Our entire line ranges ‘from 350 watts 
to 75 K.W. Four sizes up to 2- 
K.W. are ideally adapted for home an 
farm lighting. We also manufacture 
special 1-% and 2-% K.W. plants for 
rural garages, filling stations, dance 
halls, summer resorts, etc. 

Write for complete information 
UNITED STATES MOTORS 
CORPORATION 
9 Nebraska St., Oshkosh, Wis. 
“U.S. Products Must Give Service.” 











CO-OP 
Monthly 











Free to 
Dealers 
Illustrating 
Electrical 
and Radio 
Supplies and 
Appliances 





Write for your copy 


Lighting 
Fixture 
Catalog 
Now 
Ready 
Free 
for the 
Asking 


Cop Llbctic Supply Co. 


33 N. Union St. 89-39th St. 
Chicago, Ill. Brooklyn, N. Y. 














crystal 
hypochlorite™ 


STERILIZER 


Live Wire 
Dealers Wanted 


Dealers! Here is a wonderful NEW 
crystal hypochlorite. Opens up tre- 
mendous sales possibilities. Big 
profits. Write at once for special 
dealer proposition. 


DIVERSOL 


Diversol is a wonderful NEW Crystal hy- 
pochlorite! Offers bigger sales, fe than 
repeats and is much 7, y = a than 
- uid sterilizers. Destro; 

water. Works an ob a 
and sweetening milk cans, milking ma- 
chines and all dairy 3 One pound 
Diversol makes 1 gk . sterilizing solu- 
tion. Great for sterilizing drinking water 
for chicks. Safe. Non jon-petsoneas . Never 
Corrodes SGemna lew dfire. Wonderful 
profit maker for dealers. Have attractive 
proposition for live wiredealers. WRITE. 


Distributors: 


MYERS-SHERMAN CO.., Dept. 5515 
213 No. Desplaines St., Chicago, Ill. 























“" 


LAMELESS' 
























LECTRIC 
WATER HEATER. 


We are open for negotia- 
tions with aggressive dealers 
in territories where we are 
not represented. 


Blale 


AUTOMATIC ELECTRIC 
HEATER COMPANY 
1505 Race Street 
Philadelphia, Pa. 
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Machines 
with 
direct-connected 
motor 


Here is a ma- 
chine that’s 
worth every 
cent the farmer 
pays for it and 
which nets the 
dealer a fair 
profit. 
The convenience of 
the Gillette Portable 
Electric Clipping 
and Grooming Ma- 
chines appeals to every progres- 
sive stockman, farmer and stable 
owner. Attached to ordinary 
lamp socket either 32 or 110V., 
it is instantly ready for work. 
Hanging or Pedestal types. 
DEALERS 
Send for attractive price list. 


Gillette Clipping Machine Co., Inc. 
129 W. 31st St., Dept. 11 New York City 


Clipping and Grooming 








BIC. 
NTS 






DEALERS, 
Wholesale~ 
ELECTRICAL 

RADIO 


AUTOsupplies 
Seunacions DEALERS: 


Do good business the 
year round. Sell Radio, 
Electrical and Sporting 
Goods, Auto Supplies, 
etc., to keep business 
going 12 months of the 
year. Get our new 212- 
page wholesale catalog 
showing huge stocks of 
merchandise at lowest 
rock-bottom prices. 
Quick service. Wonderful 
special offers. Write for 
free copy today, NOW. 


W. C. BRAUN CO. 
550 Randolph St., Chicago 
































Dealers! 


Tell us what your 
farmers need and 
want in the way’ 
of electrified 
equipment. We 
will gladly see 
that manufactur- 
ers capable of de- 
veloping the equip- 
ment are informed. 


Send your suggestions to: 
Suggestion Editor: 


ELECTRICITY ON THE FARM 
225 W. 34th St., New York City 


J 









































